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NETWORKS AND ORGANIZATIONAL GROWTH
The Growth of Nonprofit Organizations Our goal was to understand the growth and decline of com munity based nonprofit organizations, particularly public chari ties. Nonprofit organizations are distinct because (1) no one owns the right to share in any profit or surplus, (2) they have a tax-exempt purpose, and (3) they are exempt from corpo rate income tax (Weisbrod, 1988 If we take a ratio of two-to-one as a rough criteri on, e.g., .031/.008 = 3.87, hypothesis 2 is supported. In the first period, the growth rates of commercial nonprofits with low status are higher than those with high status (.061 versus .035), and the effect is stronger in the second period (.075 ver sus .039), but neither ratio is equal to two-to-one. We thought that status would have no effect on commercial nonprofits' performance, and we found it had a slight negative effect. 1-1-1-1-1-1-1-1-1-1-1-1-1 1-1-1-1-i-1-1-1-1-1-1 In testing our hypotheses, we found that organizations with ties to prominent actors in the interorganizational network and with ties to urban elites had higher status four and eight years later. Donative nonprofits that had better reputations among urban elites and nonprofit managers grew faster over time than those that had poorer reputations.
ANALYSES AND RESULTS
In contrast, among commercial non profits, status had a weak negative effect on growth. Thus we found support for both hypotheses 1 and 2.
We also found that social networks affected organizational growth differentially. 
